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The
Pace Student
MANY a chap,” said the Voca­
tional Counselor, talking in an 
informal manner to a group of 
students and young business 
men, “plays a small game in a 
business way all his life because 
he can’t take in and assimilate 
one simple truth — expenditure
necessarily precedes income. In fact, the propo­
sition is so simple that it almost seems absurd 
to give it serious consideration. A farmer does 
not expect to reap a harvest unless he prepares 
the ground and plants the
seed, and takes proper care 
of the crop until it matures.
Likewise, a merchant ex­
pects to make an outlay for 
goods and store equipment 
before he receives money 
and profit from sales. In 
professional endeavor the 
same rule operates—if a man 
expects to market a mental 
product, he must advance 
both time and money as a 
preliminary to his economic 
returns.
“In spite of these obvious 
truths, the majority of men 
can’t realize that the expen­
diture of money and effort 
is as much a part of an eco­
nomic operation as the tak­
ing in of value. Lack of courage and wisdom in 
respect to the amount and the character of out­
lay blasts vocational success in the very bud.
“I say lack of courage,” explained the Voca­
tional Counselor, “because it takes economic 
courage for a man to accept the chances incident 
to the expenditure of work and capital. A man 
who lacks courage finds it hard to sacrifice imme­
diate returns in the belief that the ultimate return 
will compensate him—the weak man instinctively 
grasps at the immediate and the obvious. No 
one can be sure beyond all peradventure exactly 
what an educational or a business expenditure 
will return to him; but the courageous man 
knows that he will reap after the manner
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of his sowing, and he acts on this knowledge.
“I include wisdom with courage, because cour­
age that is not based on a sufficient considera­
tion of facts is mere recklessness. Right here 
we find the line of cleavage between the man 
who exercises sound judgment as to what he un­
dertakes and the man who devotes himself to 
the pursuit of the proverbial wild goose. My 
contention, however, is that the average man’s 
judgment registers much higher than his cour­
age—he is more likely to know what to spend 
than he is to spend it. His courage will not 
sustain him while the cur­
rent of expenditure is carry­
ing the products of his labor 
beyond his immediate grasp.
“Here is a case in point,” 
continued the Vocational 
Counselor. “This letter is 
from a man 33 years of age 
who has been a clerk and 
stenographer for 15 years. 
He says that he left high 
school after two years’ 
work, spent six months in 
a commercial school, and 
then entered Business. He 
is dissatisfied with his pres­
ent work and income, and 
says that he is willing to 
take a course of evening 
study if he can be assured 
that he will receive a posi­
tion at an increased rate of salary after the course 
is completed.
“This man wants a written guaranty from 
some one—an underwriting of his own business 
risk. He has no sustaining belief that the tide 
will turn after a time and bring him back all that 
he has put out, and more. He is a poor spender.
“The childish attitude of this poor fellow,” 
pursued the Vocational Counselor, as he thought­
fully folded the letter and placed it in his pock­
et, “is the one held by many thousands of men 
all their lives. They want the academic and 
the business worlds to play the part of an in­
dulgent parent—to promise them a nice, big 
stick of candy if they will run an errand. A
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clerical position which does not re­
quire much in the way of prepara­
tion, but which carries with it a 
weekly pay envelope, no matter 
how small, comes the nearest to the errand and
the stick of candy of anything that the world 
has to offer; and so in these positions many 
men remain to the end of their days. They are 
poor spenders, all of them.
“Very often a man will not meet his employer 
half way in the matter of taking chances. One 
of the most progressive business organizations 
in the country refunds to its employees all the 
tuition they pay for evening courses that are on 
the accredited list of the organization; in fine, 
the concern offers to advance the money cost if 
its employee will advance the time-and-effort 
cost in a program for his development. Not one 
employee in five takes advantage of this excep­
tional opportunity. It’s the same old story—a 
number of the men have told me that if the 
company would promise to promote them and 
increase their salaries, they would undertake the 
burden of night study; otherwise, they felt that 
they should not take the chance—the chance, 
mind you! They are unable to take in and ap­
preciate the fact that outlay—expenditure of 
time and effort—must precede the economic 
harvest, and to reconcile themselves to an exer­
tion for the sake of a future and unspecified 
reward.
“Many a half-way successful business man is 
held back by the same lack of vision. I know 
of a small concern that is marking time because 
of the need of two or three men of the $5,000 
grade, but the proprietor cannot think beyond 
the $3,000 limit. He has the capital, but he 
can’t think out and back again in salary units 
of $5,000. His business is small, and it will re­
main small until, if ever, he thinks in the terms 
of a larger organization. He is a poor spender.
“Let us turn to a different group of men. 
Can you conjure up in your minds the fairy tale 
of modern commerce—the building of the auto­
mobile industry? Consider, if you will, the busi­
ness courage and wisdom of Willys, of Ford, 
of Chalmers, of Coffin, and of scores of other 
men who have grappled with the problems of 
mechanical development, of production, and of 
distribution in an uncharted world of business 
endeavor. The great automobile organizations 
fairly throb with the courage of their personnel. 
Even in the rank and file of this industry are 
many men who are willing to make advances. 
In a single institution in the city of Detroit 
more than two thousand different men are en­
gaged in evening study—men who are willing
to invest today their only available 
capital, their surplus time, in the 
hope and belief that the returns of 
tomorrow will justify the invest­
ment. Men of this far-seeing type are good
spenders.
“No, gentlemen; a man must be in the best 
sense of the term a good spender. After look­
ing over the vocational and the business fields, 
he should take stock of what he is, what he has, 
and what he may reasonably expect to accom­
plish. He must then, after determining his course 
of action, give of himself freely and generously. 
The outlay or advancement usually must begin 
years before any return whatever is secured. 
Parents, aided by the community, must advance 
largely the general educational equipment that 
their children require. Still further advances of 
technical and professional training can usually 
be made with great profit. If a man or a boy 
must interrupt this profitable preparation in or­
der to secure enough realization of his abilities 
to maintain himself, he will still have his surplus 
time to put forth as an investment for the fu­
ture. At no place need a man who grasps the 
fundamental truth that outlay must precede in­
tellectual or business returns turn the key on 
his own potentialities.
“If you expect, therefore,” concluded the 
Counselor, “to move upward and outward into 
the larger things, spend wisely and generously; 
never become so busy with the harvest that you 
neglect the planting, and never consider the sal­
ary or the profit to the exclusion of the ad­
vancement which is the necessary forerunner of 
returns.”
MY desk, once upon a time, was situated 
on a runway of commercial endeavor—
men and women constantly passed and repassed, 
each intent upon his particular errand or task. 
The common facial expression was one of hurry 
and worry—the faces were drawn and unduly 
puckered by the earnestness of endeavor. I re­
member one young man, who moved as rapidly 
and accomplished as much as anyone, who 
smiled as he went by—always too busy to speak, 
but with face relaxed to a point where he dis­
seminated cheerfulness and courage as he moved 
about his work. Develop for yourself the habit 
of this young man—the ability to carry your 
load with cheerfulness and to smile as you work. 
Keep your mental bearings free from the grit 
of puckered brows and repellant frowns. At­
tract and hold your associates by your cheerful­
ness, your courage, your smile. Smile, confound 
you, smile!
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AREAL love for his fellows— for humanity—is the big, basic quality which, in the opinion 
of those who are best acquainted 
with Carl H. Nau, Esq., senior 
member of the Cleveland account­
ancy firm of Nau, Rusk & Swear­
ingen, distinguishes him from the 
ordinary run of people, and which 
accounts for the note of affection 
running through every remark his 
friends make about him. With Mr. 
Nau—“Carl” always to his inti­
mates—this interest in the welfare 
of everyday folks is no cheap pose; 
it is a genuine interest—so genuine, 
in fact, as to amount to a consti­
tutional trait which expresses itself 
in his attitude toward humanity both 
as individuals and en masse.
Mr. Nau is one of those rare, 
big-hearted men who cannot help 
taking what has been called the 
Welt-schmertz (world-sorrow) point 
of view toward the misfits, the eco­
nomic unfortunates, and the beaten 
weaklings of life. To help such as 
these—especially the fellow strug­
gling along under a load that is a 
little too heavy for him to carry, 
is as natural to Mr. Nau—perhaps 
because of the German Dissenters’ 
and French Huguenots’ blood in his 
veins—as it is for most persons to 
push them aside and trample them 
under foot in the mad rush for in­
dividual success.
As for Mr. Nau’s interest in hu­
manity as a collective unit, his 
whole business career—every angle 
of his busy life, for that matter— 
testifies more eloquently than could 
any phrases penned in appreciation. 
Somewhat radical in his views upon 
civic, municipal, and social matters, 
as well as a deep student of them, 
he arrived early in life at positive 
convictions upon the maintenance 
and the enlargement of the rights 
of the common people in the gov­
ernmental fabric of a democracy. 
These convictions Mr. Nau has al­
ways been ready to defend with 
vigor, and he has had the great 
satisfaction of seeing some of them 
incorporated in the municipal char­
ter and machinery of his native city 
of Cleveland.
A distinctive trait of Mr. Nau’s— 
a trait which only a few of his 
closest friends know—is his intense 
love for literature—real literature, 
English, French, and German espe­
cially. His reading has been of the 
assimilative kind that marks the 
man who sees in a passionate 
poem, in a vigorous essay, and in a 
gripping drama the voice of hu­
manity trying to express itself. 
Well-read is a term that takes on a 
new meaning when applied to Mr. 
Nau; it means that he has followed
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no critical direction save that of 
his own charting, and that along 
with the profit that always comes 
to one who reads that he may 
think, has come also a rare degree 
of intellectual joy in reading for 
reading’s own sake.
The business facts in Mr. Nau’s 
life, of course, belong here, though 
the temptation to write about Mr. 
Nau, the man, has made it neces­
sary to pass them over briefly, ex­
cept to say that, even when we de­
fine success strictly, Mr. Nau has
Carl H. Nau, C.P.A. 
Member of Accountancy Firm of Nau, 
Rusk & Swearingen
attained it to a remarkable degree 
for a man still in middle life.
Mr. Nau was born forty-nine 
years ago in Cleveland, and has 
lived there all his life. After being 
educated in the public schools and 
in the high school, he entered the 
employ of the Standard Oil Com­
pany, starting as an office boy, then 
becoming a clerk, then a bookkeep­
er, then the manager of the ac­
counting division with an office 
force of about forty-five, and lastly 
a traveling auditor—a rapidity of 
successive promotions that testifies 
to Mr. Nau’s ability and industry.
After thirteen years’ service with 
the Standard Oil, Mr. Nau resigned 
from that company and, having se­
cured the C.P.A. degree upon the 
date of the passage of the Ohio
C.P.A. law, set up for himself in 
the public practice of accountancy. 
For five years he was a member of 
the Ohio State Board of Account­
ancy, part of the time its president; 
and for the last three years he has 
been treasurer of the American As­
sociation of Public Accountants. 
For two years he was a member of 
the Cleveland Library Board. In 
1909 Mr. Nau established what is 
now the firm of Nau, Rusk & 
Swearingen, Certified Public Ac­
countants, which to-day is an or­
ganization of thirty-five men.
When the late Tom Johnson was 
Mayor of Cleveland, Mr. Nau was 
closely associated with him in fi­
nancial and organization matters 
relating to the municipality. For 
six years Mr. Nau was treasurer of 
the city of Cleveland, working hand 
in hand with Mayor Johnson to ef­
fect the municipal reforms which 
gave the latter fame throughout the 
country.
As a municipal accountant and an 
authority on public service utilities, 
Mr. Nau has few equals throughout 
the country. He was a member of 
the Cleveland Charter Commission, 
which framed the present charter of 
the city under the amendment to 
the Ohio Constitution granting cities 
Home Rule; and he prepared the 
sections on finance and allied sub­
jects with such skill that they have 
since been incorporated in the char­
ters of several other cities.
Mr. Nau’s attitude toward Ac­
countancy has always been broad 
and distinctly professional. He has 
seen in its growth great opportuni­
ties for the right kind of young men, 
whom he has encouraged by letter, 
and, wherever possible, by word of 
mouth to study Accountancy and 
enter the profession. Mr. Nau has 
taken an active part in the forma­
tion and the development of the 
Cleveland School of Accountancy, 
and he continues to be one of its 
most highly valued lecturers. It is 
no exaggeration to say that many 
of the earnest-minded young men of 
Cleveland, who now have good Busi­
ness futures, got their first impulse 
to study and utilize their spare hours 
to advantage from a direct or indi­
rect contact with Mr. Nau.
Mr. Nau has also been a member 
of the Committee on Education of 
the American Association of Public 
Accountants, and much of the inter­
est now taken by that body in edu­
cational matters is due to his influ­
ence. At the present time Mr. Nau, 
as a member of a special committee, 
is deeply engrossed in nationalizing 
and standardizing the work of the 
American Association in its many 
aspects; but particularly is he inter-
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YOU never can tell, 
my boy; you never 
can tell,” said the 
General Manager, 
as he extended his slippered feet
to the opposite cushion of the 
smoking compartment with an 
air of great comfort. “Don’t be 
too hasty in questioning a man’s intentions, or 
a girl’s future.
“Perhaps you have never heard the story of 
Emma Smith Weingartner. Emma, let me ex­
plain, was a second cousin of the Old Man’s 
first wife. Emma’s husband drank bad whiskey 
to excess. No one blamed him, so far as I 
know. So Emma employed a lawyer and se­
cured a ‘bill,’ as they call it in Michigan, and 
became a widow-in-law. She retained custody 
of her boy—a whining, sniffling sort of kid, six 
or eight years old.
“Well, when all this had happened,” contin­
ued the G.M., as he puffed contentedly, “Emma 
went to the Old Man on the strength of her be­
ing a second cousin to his first wife, for finan­
cial help. The Old Man had some peculiar 
views about persons’ earning their living, even 
though they were second cousins. So he ar­
ranged for Emma to take a six months’ course 
in shorthand in a commercial school. She got 
along fairly well, and when her belated educa­
tion was completed, he loaded her off on Joe 
White, the Secretary of the Company.
“Now of course I don’t believe in making a 
railroad or any other business a sailor’s snug 
harbor for relatives—I don’t care whether they 
are sons or brothers or second cousins. My the­
ory is that they don’t get a square deal, and 
that they should have a chance without carry­
ing the burden of suspicion under which a rela­
tive always labors. But the Old Man didn’t give 
me a hearing on this deal. At any rate, it was 
Joe White’s funeral—not mine.
“But I have neglected to make you fully ac­
quainted with Emma. She was small and 
scrawny, and had frowzy hair. Her face was 
muddy and sallow from a diet of coffee and 
pie; she chewed gum, and was as soft as mush 
—said if she ever got married again she ‘would 
wed in the month of roses,’ and a lot more of 
that kind of stuff—think of it, in a railroad office!
“Joe, in his good nature and respect for the 
Old Man, made the mistake of letting her assist 
in his personal work, and he didn’t realize the 
trouble he was up against until it was too late 
to make a change without a rumpus. Emma 
committed every stenographic sin on the calen­
dar, and burst into tears every time a sugges­
tion was made in regard to her 
work—Joe called these spells her 
‘emotions,’ and stood out from un­
der as much as he could. He did 
his real cussing to me on the side. He used to
tell me that he could stand everything else bet­
ter than the kid. It seems that the youngster 
was at school five days of the week, but Emma 
always arranged to have him spend his Satur­
days at the office. He would spill ink and play 
Indian during the early part of the forenoon, and 
he usually wound up by eating popcorn and 
peanuts and getting sick. Emma always got off 
early on Saturdays; Joe said she did it a-pur­
pose.
“Things ran along in this way for a year or 
two, when a lover appeared on the scene to 
complicate matters. Charles Edward Bruce- 
Jones, Esq., was a large Englishman with a 
flowing blonde mustache. He had a cane which 
he carried in his right hand, and a weak back, 
which he supported with his left hand. The 
Lord only knows how he became acquainted 
with Emma; but suffice it to say he fell desper­
ately in love with her, and included in his af­
fection the frowzy hair, the gum-chewing, and 
the kid. The Old Man set him down as a plain 
fakir who wanted to get in by marriage on the 
second-cousinship emoluments. Nevertheless, 
Charles Edward braved his wrath and made ap­
plication, in the most formal European fashion, 
for the hand and fortune of Emma. He told a 
story of being the only son of a wealthy English 
banker, and, between the snorts of disgust that 
came from the Old Man, he promised that he 
would devote himself to the support of Emma 
and her child until he came into his fortune, aft­
er which he would cherish her in a fashion more 
suited to her remarkable charms of face and 
character.
“At about this juncture the Old Man’s wrath 
got the better of him, and he did everything but 
boot Charles Edward Bruce-Jones, Esq., out of 
the office, and Emma added to the interest of 
the scene with one of her emotional outbursts. 
To get to the point, our little Emma became 
Mrs. Charles Edward Bruce-Jones in the month 
of roses. The Old Man stormed around, broke 
off all cousinly relations and declared that 
there would be skating in a very warm country 
before he would extend any further aid to the 
second cousin of his first wife.
“Now for the second chapter,” continued the 
G.M. “Mr. and Mrs. Charles Edward and the 
kid went out to Seattle, and Joe White whistled 
a happy little tune of contentment as he went 
about his work.
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“The Old Man never mentioned 
the matter except to predict that 
he would receive a call for help be­
fore long. An occasional effusive 
letter came through from Seattle telling how
cozy they were in a cute little bungalow, sup­
ported by $60 a month that Charles Edward 
Bruce-Jones, Esq., received as purser of a Puget 
Sound steamer. A little later, true to the Old 
Man’s prediction, the news was not so favor­
able. Charles Edward lost his position, and a 
selling proposition that he undertook did not 
work out very well in ready money—a loan was 
needed. The Old Man grumbled a good deal, 
but after a time he got in the habit of sending 
along small checks to keep Emma’s household 
matters from going on the rocks. He always 
accompanied the remittances with a letter stat­
ing explicitly that the funds were to be used ex­
clusively for the support of Emma and her boy. 
I have an idea, though, that Charles Edward 
ate at the family table.
“Well,’’ continued the G.M., “we were not 
yet through with Emma. One day, to the con­
sternation of Joe, who should rush into the of­
fice but Emma! She was arrayed in a black 
dress covered with beads, cut low in a way that 
brought her anemic charms into distressing re­
lief. Add this to a train, and you have the pic­
ture—a regular circus rider’s outfit.
“Emma threw her arms around Joe and kissed 
him effusively before he could defend himself. 
About this time the kid wandered in, followed 
by Charles Edward Bruce-Jones, Esq., who was 
spruced up surprisingly. He carried a new cane 
in his right hand, and he had the same apolo­
getic left hand placed on the same tender spot 
in the small of his back.
“After first greetings, Emma explained that 
they were on their way to London—that Charles 
Edward had been notified by cable that his 
father—‘dear old soul’—had died, and that a 
credit of a thousand pounds had been made 
available at a bank in Seattle for their use. The 
cable contained a request that Charles Edward 
should come immediately to take part in the 
settlement of his father’s estate. The Old Man 
said it was all moonshine and refused to be seen, 
although after a time he warmed up a bit and 
let Emma in. He questioned her closely and 
finally had to admit that the prospects looked 
good on the surface, and he even deigned to con­
gratulate Emma. The Old Man, however, stout­
ly refused to see Charles Edward—said he 
wouldn’t speak to him even if he had inherited 
the whole blank United Kingdom.”
The G.M. smoked for a few minutes in si­
You
Never
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lence, and then continued: “Well, 
to tell it briefly, Charles Edward 
Bruce-Jones, Esq., inherited, after 
deducting the inheritance tax, 
which is rather heavy in Great Britain, a round
sum of £700,000—make it $3,500,000 in round 
numbers. They retain the estate in England, 
where they reside half the year. No wonder the 
good old U. S. has a reputation for crudeness 
and bad manners in certain parts of the Old 
World! Their remaining time they divide be­
tween Italy and Southern California, and Emma 
drops in and lords it over us on her way to and 
fro. Joe White says his little $100,000, in which 
he has always taken a great deal of pride, is a 
mighty small amount of money for a man to ac­
cumulate during a life-time of hard work.
“No,” concluded the G.M., “you had better go 
a little slow in questioning a man’s intentions 
and his statements—you never can tell. And 
the future of a girl—well, everything is pos­
sible if she has emotion.”
IN what direction do your talents lie, and for what work are you best fitted naturally? Many a man through sheer will-power has over­
come immense obstacles and accomplished his 
purpose, but few men have been truly successful 
in a line of endeavor without possessing a nat­
ural aptitude for their work. This opinion is 
expressed in an editorial on “Aptitude,” appear­
ing in the Journal of Electricity, Power and Gas.
Each man has inherent characteristics which 
render him better fitted for some tasks than for 
others. Obviously, will-power and energy ap­
plied along the lines of natural aptitude will ac­
complish greater results than if directed against 
natural inclinations, says the writer of the edi­
torial mentioned. With better vocational guid­
ance there would be less industrial inefficiency, 
since those who are not adapted to one field 
may be transferred to another to which they are 
better fitted. “Then after a judicious selection 
of the aptitude, the direction, let the great 
achievements be accomplished by the exercise 
of will-power.”
NOTE received from a father in respect to his son’s vocational future: “I’d like to see him savingly thrifty, but never shifty; I’d like to 
see him progress mentally as well as in the ac­
quisition of worldly goods. Briefly, I ask but 
one thing—that he take a man’s part among able 
men.”
Economy in the use of language turns out like 
economy in the use of money--you are likely to get 
better values than from prodigality.
Aptitude
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GUARANTEED 
Preferred Stock, or 
Guaranteed Divi­
dends, or Guaran­
teed Interest on Stock, does not 
create an absolute obligation on 
the part of a corporation to pay. 
Should there be no profits, direc­
tors would be liable for any payments made on 
such stock. Moreover, it has been held that a 
corporation cannot create a valid lien on its 
property to support a guarantee of dividends.
Nevertheless, the question arises whether the 
directors must pay if there are profits available. 
Those seeking to compel directors to pay divi­
dends on ordinary stock are usually thwarted by 
the policy of the law to give to directors wide 
discretion as to when profits are to be distrib­
uted. In accordance with this policy, unless 
statutes provide otherwise, directors are not ob­
ligated to pay guaranteed dividends merely be­
cause there are profits available. Some courts 
construe the guarantee, in the case of preferred 
stock, merely to mean that the corporation guar­
antees the payment of dividends on preferred 
stock before the payment of dividends on com­
mon stock. Broadly speaking, however, these 
decisions are based on the policy of the law to 
leave to directors the right to decide when profit 
shall be distributed as dividends and when profit 
shall be accumulated as surplus.
To those interested in the various devices used 
for financing a corporation, it would seem de­
sirable, in addition to bonds constituting an ab­
solute obligation to pay, and stock upon which 
there is no absolute obligation to pay, to have 
some form of investment upon which there 
would be an obligation to pay, should profits be 
actually earned. Recognizing the need of an in­
vestment of this character, statutes have been 
enacted in Massachusetts and Ohio authorizing 
the issue of stock upon which directors must 
pay a return in the event that there are profits 
available. Nevertheless, it must be remembered 
that, even in these states, it would be necessary 
for the stock certificate to come within the spe­
cial provision of the statute.
A second exception to the rule that directors 
need not pay guaranteed dividends merely be­
cause profits are available is found in certain 
special charter corporations, such as railroad 
companies. Should the special charter contain 
a provision enabling the corporation to issue 
stock upon which the directors must pay divi­
dends if profits are earned, then, of course, the 
directors could be compelled to pay.
Another possible exception to this rule is in
the event that the guarantee is on 
the part of another corporation than 
that which issues the stock. Some­
times one corporation, in order to 
acquire a controlling interest in another, will 
guarantee the payment of dividends of the cor­
poration to be controlled. In these cases it 
seems that the directors must pay the dividend. 
Moreover, from the reasoning of the courts, 
such a promise is not subject to the earning of 
profits, but is an absolute obligation to pay, the 
same as any other debt that might be contract­
ed. Thus, in Windmuller vs. Standard D. & D. 
Co., 106 N. Y. Ad. 247, affirmed by the New 
York Court of Appeals, it was held that if one 
corporation purchases the assets of another, and 
in the agreement guarantees dividends on the 
stock of the purchased corporation, the agree­
ment is construed as intending that the guaran­
tee shall constitute a part of the purchase price 
of the corporation—a construction that thus cre­
ates an absolute obligation to pay the dividends. 
Like reasoning is used in the case of Green vs. 
Lands Co., 61 S. W. 288, and it would appear 
that the holder of stock guaranteed by another 
corporation is on a much better footing than the 
holder of stock guaranteed by the issuing cor­
poration.
Assuming that the directors need not pay 
guaranteed dividends merely because a profit 
has been earned, are these dividends cumulative 
in the absence of a statement to that effect in 
the certificate? Here it may be remarked that 
guaranteed stock is usually considered a species 
of preferred stock, and that, in most states, pre­
ferred stock is deemed cumulative, unless there 
is a contrary intention expressed in the certifi­
cate. In those jurisdictions where the decisions 
are the other way, namely, that preferred stock 
is non-cumulative unless specifically stated to 
be cumulative, it has been held that the use of 
the term “guaranteed dividends,” or of the 
words “annual dividends” is sufficient to make 
the stock cumulative.
Sometimes the corporation promises to pay 
interest for the use of money advanced upon 
stock subscriptions between the date of the ad­
vance and the date when the organization be­
gins operations. These are usually cases, such 
as railroads, where there must be a long period 
of time between the incorporation and the oper­
ation. Unless special provision therefor is made 
in the charter, such a promise does not consti­
tute an absolute obligation to pay. Neverthe­
less, it would appear that, as soon as profits are 
earned, the directors must pay the interest.
No definite rule can be laid down as to when
Guaranty
by
Another
Corpora­
tion
Interest
on
Advances
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directors will be compelled to de­
clare dividends. Courts more read­
ily afford relief to preferred stock­
holders than to common stockhold­
ers. It likewise appears that if the preferred
stock is non-cumulative, the courts will compel 
the declaration unless good reason appears for 
accumulating a surplus. As to the common 
stock, the rule is that interference is justified 
only in cases of fraud or very arbitrary reten­
tion of profits within the organization.
SINCE title does not pass in a consignment, the accounting treatment differs from that of a sale. Little difficulty is experienced with 
the book entries if the nature of the transaction 
and its legal effect be known. But contracts are 
frequently so worded as to cause uncertainty as 
to whether a sale or a consignment has resulted.
Creditors of the consignee naturally desire 
that the contract be one of sale, so that they 
may share in the asset value of the goods. On 
the other hand, the consignor prefers to recover 
the goods rather than have a mere debt due from 
an insolvent or financially embarrassed con­
signee. Frequently, the consignor attempts to 
secure the benefits of actual sale combined with 
the protective element of a consignment. This 
results in a contract, contradictory in its terms, 
which would obligate the consignee absolutely 
to pay for the goods, and yet seeks to create the 
relation of principal and agent in order that the 
goods may be recovered should the consignee 
be unable to pay. An excellent note on the dis­
tinction between a consignment and a sale, un­
der these circumstances, is contained in 39 
L.R.A., N.S., 620. On the basis of cases decid­
ed in various states, the author elucidates sev­
eral principles as determining whether the con­
tract is one of sale or consignment, from which 
the following tests are adapted:
Though the form of the contract be one of 
agency, it will be considered as a sale if it pro­
vide that the consignee pay for all goods re­
ceived whether sold or not.
Should the consignee “guarantee” the sale of 
the goods at a fixed price, it is a sale.
If the consignee “advance” to the principal 
the invoice price without having recourse to the 
principal for such advance should the goods 
not yield the price, it is a sale.
An agreement to purchase at a future date 
should the goods not be sold by that date, con­
stitutes a sale, although in Iowa this is regarded 
as a combined contract—a consignment until the 
date arrives, and then a sale.
Should the agreement provide that at a fu­
ture date the consignor may demand that set­
tlement be made by giving the con­
signee the alternative of returning 
the goods or of paying for them, 
then the transaction is a consign­
ment. However, if the consignor loses all con­
trol over the goods, the consignee having the 
right to purchase or return unsold goods, then 
the transaction is a sale.
A synopsis of the case Re. Galt, 120 Fed. 64, 
by the author of this note, might lead to the 
conclusion that if the consignor may compel the 
consignee to buy or to return, as the consignor 
may desire, the contract is a consignment. An 
examination of this case, however, discloses that 
it decided the contract a consignment upon oth­
er clauses therein contained. Moreover, on page 
69, the court said:
“The clause in the contract giving an option 
to the company to require Galt to give his note, 
or to pay in cash, or to store, subject to the 
order of the company, the goods not sold within 
12 months, is probably the strongest clause in 
the contract to indicate a sale.”
Of course, if Galt should have had the option 
of paying for the goods or of returning them, 
this would tend to make the transaction a con­
signment. But since the consignor could either 
demand payment or demand return, it is ap­
parent that he would demand payment if the 
consignee were solvent and return if the con­
signee were insolvent, a condition hardly in ac­
cord with the tendency of courts to protect 
creditors.
To those who desire a short test meeting all 
but very exceptional circumstances, the follow­
ing might be suggested:
If the consignor loses all control over the 
goods, having no right to demand a return, 
the transaction is a sale.
If the consignor, although attempting to re­
tain control over the goods, has the absolute 
right to demand payment, whether the words 
used in the contract be “guarantee,” “advance,” 
or some other ambiguous term, the transaction 
is a sale.
A consignment results when the consignor re­
tains full control of the goods without having 
the absolute right to demand that the consignee 
pay for them.
IN TAKING A MORTGAGE from a corpora­
tion it should be remembered that many state 
statutes, including those of New York, require 
the assent of two-thirds of the stockholders to 
all mortgages, except purchase money mortgages.
If ignorance of law were an excuse, every violator 
of law would be “ignorant”.
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IS the term “amortization” prop­erly used in connection with bonds purchased at a premium?
Please show how bonds purchased
at a premium are treated in the accounts.
The term “amortization” is correctly used 
when applied to the gradual extinguishment of 
the premium on bonds purchased above par. 
This application of the term is a common one, 
and has the sanction of present-day custom. As­
suming that bonds are purchased for investment 
purposes, the Bond Account would be charged 
with the purchase price including the premium, 
but excluding interest accrued, if any. During 
each interest period the Bond Account would be 
credited with the amount 
of amortization, that is, 
the difference between 
the nominal interest and 
the true or effective in­
terest. Thus the book 
value of the securities 
would be gradually re­
duced, until at maturity 
of the bonds the book 
value reaches par.
About Ourselves
RIGINALITY—we say it with 
modesty and frankness—marks the 
contents of every issue of The Pace 
Student. It is our own product. If you 
think it is worth while, we are glad. If 
you think some portion of it below 
standard, we must assume the re­
sponsibility. Now and again we 
comment on what someone else has 
said, and quote a few lines. Aside 
from this, our editorial scissors rust 
upon their hook. If you like our 
wares enough to quote from them, 
pray do so at your own good pleasure. 
We shall appreciate the honor; but— 
please give credit to The Pace Student.
Q Will you please give 
me a definition of the 
word “debenture”through 
the columns of the Ques­
tion and Answer depart­
ment of The Pace Stu­
dent?
The basic idea underly­
ing the term debenture is 
a debt or the evidence of 
a debt. One of the most 
frequent uses of the term 
is in connection with se­
curities issued by a cor­
poration. In this sense, 
debenture may be defined 
as an instrument in writ­
ing, generally under seal, creating a definite 
charge on a definite or indefinite fund, or subject 
of property, payable to a given person, and usu­
ally constituting one of a series of similar in­
struments. In the United States the term de­
benture has not yet settled to a specific meaning 
but in many instances is used to designate an 
instrument secured by a floating charge junior 
to other charges secured by fixed mortgages, or, 
specifically, one of a series of securities secured 
by a group of securities held in trust for the 
benefit of the debenture holders.
0 I have been unable to find a satisfactory defi-
nition of the term “accruals” in 
books on accounting. In your opin­
ion is the term applicable to real 
elements or to nominal elements?
As the etymology of the word “accrual” im­
plies, the basic idea is that of increase or addi­
tion. In accounting, the fundamental classifica­
tion is as to assets and liabilities—real elements. 
Nominal elements are simply an outgrowth, in­
cidental to the changes occurring in real ele­
ments through business operations. The term 
“accrual,” therefore, with its significance of in­
crease or addition, applies primarily to funda­
mentals—real elements, which of course have a 
reflex action on the nominal elements. When plac­
ing an accrued liability, 
for example, on the books, 
such as accrued interest 
on bond and mortgage, 
a corresponding charge 
would be made in dou­
ble entry to a suitable 
nominal account, measur­
ing the increase of values 
owed resulting from the 
accrual.
QWill you please explain 
the difference between 
likely and liable?
Likely means of such a 
nature or so circum­
stanced as to render 
something probable. It 
is usually followed by an 
infinitive; as, “He is like­
ly to go.” Liable means 
exposed to a certain con­
tingency of casualty, more 
or less probable, and, in 
modern use, of an unde­
sired or harmful charac­
ter; as, “The ship is liable 
to founder.” The com­
mon error consists in using liable rather than 
likely to denote a favorable occurrence; as, “It 
is liable to be a pleasant day.”
I shall greatly appreciate it if you will ex­
plain through your columns the following: In­
terest Accrued vs. Accrued Interest.
The distinction between Interest Accrued 
and Accrued Interest is purely an arbitrary 
one. In some cases it is convenient to 
adopt one for interest receivable and the 
other for interest payable. There is no 
well established custom, so far as we know,
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Qthat distinguishes between the two 
terms. The word receivable or pay­
able would make either title more 
specific.
Your advice is requested on the following
points in dispute concerning the account to 
which they should be charged:
q (a) Spur of railroad track running to loading 
platform and being overlapped by part of build­
ing, we paying all cost of construction;
(b) Wiring building for motor power;
(c) Piping building for gas service.
My contention is that these items should be 
charged direct to the building as a part of it, 
but the bookkeeper claims that these items 
should be charged to the machinery and tools 
account which we carry.
As we understand it, the spur of railroad track 
is not a part of the building proper, but is at­
tached permanently to land that is owned. In 
such a case it should undoubtedly be charged as 
a part of the cost of the improvements to real 
estate. The word “building,” however, is rath­
er narrow, and if a distinction is made between 
land and improvements, we should prefer to 
group the building and the loading facilities and 
other incidental permanent features as a charge 
to Improvements, or possibly to Building & 
Improvements.
The wiring and piping, if permanently at­
tached to the building, become a part of the real 
estate, and are a proper charge to Improvements.
After all, the test is, Are these items to be­
come a part of the real estate or not? If they 
are personal property, the charge to a personal 
property account, such as Machinery & Tools, 
would be in order. So far as we are able to 
judge, however, the expenditures are made for 
items that become a part of the real estate.
Is the 15 per cent. 
48 lbs. of barley and
First column, page 105 
related in any way to the 
34 lbs. of malt?
This question refers to an extract from a court 
decision which reads: “Barley is bought by 
the bushel of 48 lbs. Malt, the manufactured 
article made from barley by steeping, is dealt in 
by the bushel of 34 lbs. The process of manu­
facture produces about 15 per cent. more of malt 
by the bushel than the barley measures from 
which it is produced.” The 15 per cent. refers 
exclusively to quantity and not to weight. Ac­
cording to the decision, barley prices were used 
in the inventories of malt, but the value was in­
creased 15 per cent. over the value of the barley 
by reason of the increase in quantity incident to 
the steeping process.
I notice that on page 104 of 
the June issue of The Pace Stu­
dent the following sentence ap­
pears: “Hence, where there is any 
possibility of the question’s being raised, it
would appear advisable not to declare dividends 
exclusively from gains upon a reappraisement of 
asset values.” Please explain the use of the 
possessive question’s. Why not use question 
without the possessive?
Whether the possessive question’s or the noun 
question without the possessive should be used 
is wholly a matter of the meaning of the sen­
tence. If a gerund—a participle used as a noun 
—is employed, a noun or a pronoun modifying 
the gerund must be in the possessive case, for 
the reason that the gerund, not the modifier, ex­
presses the main thought. Consider, for exam­
ple, the sentence, “The teacher told me of Henry’s 
having been taken ill.” What was it that the 
teacher told me of? Not of Henry, surely, but 
of the fact that he had been taken ill. Hence, 
we must say Henry’s, not Henry. Similarly, in 
the sentence at issue, the thought is not that 
there is a possibility of the question, but that 
there is a possibility of its being raised. In oth­
er words, the object of the proposition of is the 
gerund being raised, not the noun question, 
which is a modifier of the gerund, and which 
must therefore be in the possessive case.
In many cases, it is, of course, possible to jus­
tify either the participle or the gerund. If the 
participle is used, the noun or the pronoun with 
which it agrees must be in either the nominative 
of the objective case, never in the possessive. If 
the gerund is used, the noun or the pronoun to 
which it applies must always be in the possess­
ive case, never in the nominative or the object­
ive case. In the following examples it is pos­
sible to consider either the person or what is 
said about him, as being the more important 
thought.
Think of me earning $10,000 a year! 
Think of my earning $10,000 a year! 
We were amused at the cat chasing
We were amused at the cat’s chasing
(Right)
(Right)
(Right) 
its tail.
(Right) 
its tail.
(Right) I never heard of the firm asking for 
the appointment of a receiver.
(Right) I never heard of the firm’s asking for 
the appointment of a receiver.
I am a boy of eighteen, and shall graduate 
from high school this year. From the outside 
Accountancy looks very good to me, and it is 
my desire to make this my life vocation, but I
Q
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WHAT should the employer, whether an individual or a corporation, do in order to 
stimulate the ambition, increase the 
efficiency, and enlarge the earning 
power of the individual employee? 
This was the big question upper­
most in the minds of the employ­
ers who, four hundred strong, rep­
resenting about two hundred of the 
leading corporations of the coun­
try, assembled not long ago at 
Pittsburgh under the auspices of 
the fourth annual convention of the 
National Association of Corpora­
tion Schools.
The attendance record included 
such well-known men as Dr. Henry 
C. Metcalf of Tufts College; Dr. 
Walter Dill Scott of Northwestern 
University; Dr. S. B. McCormick, 
Chancellor of the University of 
Pittsburgh; Dr. William M. David­
son, former Superintendent of 
Schools of Washington, D. C.; Dr. 
Lee Galloway of New York Uni­
versity; Dr. Arthur A. Hamer­
schlag of the Carnegie Institute of 
Technology; Dr. Charles P. Stein­
metz of the General Electric Com­
pany; John McLeod of the Car­
negie Steel Company; E. S. Moffet 
of the Standard Oil Company of 
New York; Norman Collyer of the 
Southern Pacific Company; F. P. 
Pitzer of the Equitable Life Assur­
ance Society; and many others of 
similar high standing in the busi­
ness and the educational worlds.
The Association has as a voting 
membership about one hundred and 
twenty-five of the leading corpora­
tions of the United States, each of 
which is represented in the Asso­
ciation by one officer. In addition 
to these memberships, the Associa­
tion provides individual member­
ships for men and women who are 
definitely interested in these activi­
ties.
The functions of the Association 
are—
1. To develop the efficiency of 
the individual employee.
2. To increase efficiency in Bus­
iness.
3. To influence courses of estab­
lished educational institutions more 
favorably toward Business.
The main work of the convention 
was the discussion of reports of va­
rious committees that have been 
making thorough investigations and 
studies during the past year. Lead­
ing officials in many corporations 
have served as members of com­
mittees making studies of “Trade 
Apprenticeship Schools,” “Special 
Training Schools,” “Public Edu­
cation,” “Vocational Guidance,” 
“Advertising, Selling and Distribu­
tion Schools,” “Retail Salesman-
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ship,” “Office Work Schools,” 
“Safety and Health,” and “Em­
ployment Plans.”
The vast amount of painstaking 
work involved in these studies is 
perhaps understood the best by the 
members of the Association who 
received advance printed copies of 
each report prior to the conven­
tion. The report on “Office Work 
Schools,” for example, requires 86 
pages, and the report on “Voca­
tional Guidance,” requires 148 pages. 
These reports all deal intimately 
with phases of the individual em­
ployee’s training, ability, and ambi­
tion, and with the employer’s re­
sponsibility for these matters.
The subject of Vocational Guid­
ance and the proper placement of 
the individual in industry was con­
sidered so important by the mem­
bers of the convention that an en­
tire half day was allowed for the 
discussion of the report of that 
committee, the chairman of which 
was Dr. Henry C. Metcalf. As a 
matter of fact, that report, covering 
such factors as “Progress of the 
Employee in Industry,” “The An­
alysis of Corporation Human Rela­
tions,” “The Analysis of Various 
Vocations inside a Corporation,” 
“The Selection and the Devel­
opment of Employees,” and the 
like, really formed the basis of all 
the other discussions. It was the 
opinion of the Vocational Commit­
tee, concurred in by the majority 
of the delegates, that certain an­
alyses and tests of the individual 
must soon be more definitely de­
pended upon than heretofore in as­
signing employees to tasks. The 
general impression, however, was 
that up to the present time no sci­
ence has provided a satisfactory 
method of analyzing the mental ap­
titudes and potentialities of the in­
dividual.
Throughout the convention, which 
lasted four days, with morning, aft­
ernoon, and evening sessions, the 
one big thing most frequently al­
luded to and therefore probably the 
most disturbing in the minds of the 
corporation delegates was the un­
ambitious employee; and the query 
most frequently raised was how to 
get employees to respond eagerly 
to opportunities for education and 
training.
The most lasting impression that 
the convention would have made on 
a person heretofore unfamiliar with 
the association would have been 
perhaps a feeling of amazement
that so many big employers found 
it worth while to consult together 
regarding matters that formerly 
were considered subjects only of 
conferences of school, church, and 
philanthropic organizations. After 
one’s amazement had subsided, one 
would begin to realize that the new 
business era is taking into serious 
account those things that really 
make for future success in any 
business.
THE Pennsylvania Railroad fur­nishes a concrete example of the modern altruistic attitude 
of big corporations toward their 
employees—an attitude entirely con­
sistent with good business.
In the first six months of 1916 
the companies of the Pennsylvania 
Railroad system have retired 326 
employees on pension. This total 
includes fifty-six men and women 
whose retirement, dating from June 
1, have received the final approval 
of the Board of Directors. Of the 
entire number of employees placed 
on the “roll of honor” in the last 
six months, thirty-three worked for 
the railroad fifty years or more and 
149 were in service more than forty 
years each.
The Pennsylvania expended in 
pensions during the first half of 
1916 $750,000. Pensions are being 
paid at the rate of more than $4,000 
per day. Since the pension system 
was established on January 1, 1900, 
the total expenditure has been al­
most $13,000,000.
Rail­
road
Pen­
sions
HE educational work of the 
Southern Pacific Company, 
which is under the supervision 
of Mr. Norman Collyer, includes a 
new “Station School” at San Fran­
cisco for the benefit of employees. 
By attendance at the school ambi­
tious and energetic young men have 
the opportunity to qualify for ad­
vanced positions up to that of sta­
tion agent. Instruction and prac­
tical experience are given in every 
feature of a station agent’s duties, 
especially the duties having refer­
ence to contacts with the public. 
Not only will the employees derive 
a benefit, through increased earning 
power, but it is expected the public 
will also gain through the develop­
ment of a greater degree of effi­
ciency and courtesy on the part of 
the Company’s agents. The South­
ern Pacific Company exemplifies the 
attitude of modern business towards 
special training by those entering 
the field of commercial endeavor.
How does the time spent doing it 
compare with the time spent telling 
about it?
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ested in the educational problems of 
the Association. To them, no mat­
ter what the personal sacrifice, he 
will always give valuable time and 
careful thought.
Mr. Nau’s life has been and con­
tinues to be a busy and a most 
useful one. In it there is much 
happiness, largely because he has 
found out the joy of service not 
only to his friends but to human­
ity. Success in business has come 
to him, and he has deserved it; but 
his greatest success has been as a 
citizen and, as one of his friends 
said, “as a human being.” If you 
knew Mr. Nau, you would realize 
that it is not flattery to say of him 
that the world would be a whole lot 
better off if there were many more 
men like him in it.
MANY New York depart­ment stores, notable among them being the Greenhut 
Company, Lord & Taylor, John 
Wanamaker, Stern Brothers, and B. 
Altman & Company, are conducting 
continuation schools for the benefit 
of selected groups of employees.
In most cases these continuation 
schools, so named because they aim 
to continue the education of the 
employees begun in the elementary 
schools, are run on company time 
and at company expense under the
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supervision and with the coopera­
tion of the New York Board of 
Education. The studies are select­
ed with special reference to de­
partment store uses and needs. 
Some of the subjects taught are 
arithmetic, spelling, English, hy­
giene, salesmanship, geography, bus­
iness methods, and business ethics.
The purpose of this educational 
work “is mutual benefit,” to quote 
the words an officer of one of the 
stores.
“Increased knowledge and ability 
on the part of employees means ad­
vancement for them, and better col­
lective service on the part of all 
our employees means greater satis­
faction to our patrons; hence an 
increasing business.”
In this age of machine-like effi­
ciency and organization, it is rather 
significant to find the pendulum of 
training swinging around to the de­
velopment of the personal equation 
as the big thing, after all, in the 
success of a business enterprise and 
especially of a department store.
You must always get gross before 
you get net.
NORMAN O. SMOAK, who en­
rolled in the Pace Institute of Ac­
countancy, Extension Division, in 
October, 1915, has successfully 
passed the civil service examina­
tions for Income Tax Deputy Col­
lector, Inspector, and Agent. Mr. 
Smoak attained the high average of 
84.6 per cent. on five separate ex­
aminations.
WILLIAM C. CANNING, C.P.A., 
Instructor of Accounting in the 
Pace Institute of Accountancy, Bos­
ton, has succeeded to the account­
ing practice of Henry A. Piper, 
C.P.A., who is now retiring after 
a long practice in Boston.
PACE INSTITUTE OF AC­
COUNTANCY, Boston, is well 
represented on the Mexican border. 
The Massachusetts Volunteer Mili­
tia which left recently for the Rio 
Grande, numbers among its mem­
bers the following Boston students: 
George O. Cheyne, Ernest C. God­
ing, T. Millette Leary, and John O. 
Loker.
C. S. WEAVER, Associate Secre­
tary of the Kansas City Young 
Men’s Christian Association for the 
last six years, has accepted a call 
to be General Secretary of the Ak­
ron, Ohio, Association, succeeding 
H. T. Waller.
Per­
sonal
Notes
Fall Openings of Schools Giving Pace Courses
THE following is the schedule of the opening dates of several of the Accountancy Schools 
  giving Pace Courses for the fall of 1916.
Pace Institute of Accountancy, Boston, Mass.—Tuesday, Sept. 12.
Buffalo School of Accountancy, Buffalo, N. Y.—Thursday, Sept. 14.
Pace Institute of Accountancy, Hudson Terminal, N. Y.—Thursday, Sept. 14.
Cleveland School of Accountancy, Cleveland, Ohio—Friday, Sept. 15.
New York Institute of Accountancy, 23d St. Y.M.C.A., N. Y.—Friday, Sept. 15.
Newark School of Accountancy, Newark, N. J.—Monday, Sept. 18.
Detroit Technical Institute, Detroit, Mich.—Monday, Sept. 18.
Accountancy Institute of Brooklyn, Central Y.M.C.A., B’klyn—Tues., Sept. 19.
Baltimore Institute of Accountancy, Baltimore, Md.—Thursday, Sept. 21.
Washington School of Accountancy, Washington, D. C.—Friday, Sept. 22.
Chicago School of Accountancy, Chicago, Ill.—Wednesday, Sept. 27.
St. Louis School of Accountancy, St. Louis, Mo.—Friday, Sept. 29.
The meeting hour for each opening session is 7:45. There will be thoughtful addresses on va­
rious practical aspects of Accountancy and Business Administration. In every case the speaker will 
be either Homer S. Pace, C.P.A., or Charles A. Pace, of the New York Bar. All who are interested 
in Business as a profession and in the educational preparation for that profession, are invited to at­
tend, without any obligation whatever to enroll.
PACE & PACE
Pace Standardized Courses in Accountancy, Business Administration, and English, in Residence and by Extension 
30 Church Street New York
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HAVE you ridden in 
an automobile hav­
ing shock absorb­
ers, and then in an­
other one not so equipped? Did
not the latter remind you of a 
type of Business man—the man 
who has no shock absorbers? 
Every unexpected bump on the Boulevard of 
Business gives him a rise; every rut on the 
Routine Road jolts him; every concrete billow 
on the Postroad of Commerce lifts him from the 
seat of calm deliberation. He has no shock ab­
sorbers.
That contract with the X Company fails to 
go through, and he loses his mental equilibrium 
for a week. He has no shock absorber. He 
has to discharge the office boy, and the jolt 
makes the whole organization rattle. He has no 
shock absorber. His deal
with M & N goes awry, 
and the bounce lifts the 
gorge of pessimism within 
him until he vows the whole 
world has gone wrong. He 
has no shock absorber. He 
runs across an error of his 
jaded bookkeeper, and the 
shock slips his fanbelt, and 
the radiator of his feelings 
quite boils over. He has 
no shock absorber.
Please, somebody, go and 
sell him one! Persuade him 
to try out some kind. Get 
him to attach the shock ab­
sorber of a philosophy big­
ger than such trivialities— 
a realization that there is a
broader and more pleasing view of business than 
he has seen; the shock absorber of interest in 
new lines of thought — the joy of developing 
greatness within himself by developing the great­
ness of other men; the shock absorber of a reli­
gion longer than today—something to absorb the 
shocks of everyday life. The really big men 
know the inestimable value of such additions to 
their equipment.
THE infallible man or woman is not yet born. It was Roosevelt, you remember, who said that it is only the person who never does 
anything that never makes a mistake. Being 
human means being likely to err in concept, 
plan, method, or goal. The better trained we 
are, the wider our experience, and the straighter 
we think, the less likely we are to make mis­
takes in judgment; but mistakes will creep into
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our lives here and there, even 
though we do our best to keep 
them out. The chief difference 
between the wise person and the 
fool is that the former never makes the same
mistake twice. When we find that we have 
figured things out wrong, there’s only one thing 
for us to do if there’s any iron in our make-up 
—spring forward after the shock and be up and 
at our job and life once more, and, if possible, 
with a smile lurking around our mouth cor­
ners. To some persons mistakes bring only 
years of repining; for others, they serve as 
guide-posts and stimuli for larger and better 
achievement. What have your mistakes done to 
you and for you?
OWNERS of much complicated machinery long ago found it essential to employ men whose sole responsibility 
was to keep these machines 
in most efficient condition— 
to oil them, to test them, to 
anticipate breakdowns, so 
to place them that the pecu­
liar efficiencies of each 
would be rightly coordinat­
ed and the maximum of de­
sirable results would be ob­
tained. The more complex 
the machines and their op­
erations, the greater the ne­
cessity for such careful at­
tention.
The great organizations 
to-day are finding the value 
of applying a similar sys­
tem to the men they em­
ploy. It is proving well
worth while commercially, as well as altruis­
tically, to make a specialized study of these 
men—to oil up their enthusiasm with some form 
of proprietorship interest, to test them for latent 
abilities, to aid them in keeping mentally, phy­
sically, and morally in such condition that their 
daily operations are as a smoothly gliding me­
chanism, without hitch or jar, yet virile with 
the alertness of mentality. And the more com­
plex the attainments of the men, and the higher 
the quality of their product, the greater the need 
of such constant study that these finer abilities 
be properly developed and applied.
When the parts are all property forged and fitted, 
it does not take long to assemble the car. When all 
the necessary elements of knowledge and training and 
skill and character are property developed, it will not 
take long to assemble your success.
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MOST business reports have to be technical—somewhat tech­nical anyway. Granted, but they 
should be clear—clear, that is, to 
the non-technical mind, in so far as that goal
can be achieved. There is such a thing as mak­
ing a report so technically full and proper that 
it means nothing, though it seems to mean 
much.
Presumably stockholders and boards of direc­
tors are interested in reports of the status of 
an enterprise. Few of them are, as a general 
rule, technically trained. For that reason, they 
often read into a report what is not there or fail 
to apprehend what is there. They either think 
they know when they don’t, or knowing that 
they don’t know, they rely on some one else’s 
judgment, and vote or direct like a flock of 
sheep following a bellwether. This sort of thing 
is bad for the bellwether—it gives him too much 
responsibility; and it’s bad for those that fol­
low—it puts a premium on evasion of responsi­
bility and invites disaster.
Make your business reports clear to the non­
technical mind, for it is that type of mind that 
will have the most to do with the development 
and the safeguarding of your enterprise.
HAVE you eliminated any competitors to­day—competitors for that business success you desire? How? By acquiring new abilities. 
Ability and competitors are in inverse ratio. 
As one increases, the other decreases. With 
each new ability acquired, a competitor has been 
left behind. Know a new fact essential to a 
goal, or master the application of a fact already 
known, or both—and you reach a step upon 
which fewer competitors stand. It is like climb­
ing a pyramid. The steps become narrower as 
you go higher.
But remember that Ability has two legs—the 
theoretical and the practical. The nearer the 
same length they are, the less you will limp. 
It’s hard to climb a pyramid with one leg short.
IT is proper enough to quote figures in round 
numbers, provided the round numbers are 
correct. We Americans, however, have a bad 
habit of making up our figures to suit our im­
agined needs, without bothering much about 
substantiation. We use the words “hundreds,” 
“thousands” and “millions” without the quiver 
of an eyelash, when they are inexcusably inac­
curate. This is our tendency, too, in such con­
crete matters as volume of sales, persons’ sal­
aries, and percentages of profits. It’s a bad hab­
it, even when we discount it because of the ir­
repressible buoyancy of spirit it 
connotes; and its exercise should 
be at least kept within bounds. 
There is no sense in our wilfully 
misleading others or in gaining the reputation
for habitual inaccuracy of statement.
  "WHAT one does not learn in college”
 is the title of an unusually powerful 
editorial which appeared in a recent issue of 
the New York Tribune, apropos of the present 
heavy enrollment of students—about 9,000— 
in the Columbia summer college courses. The 
writer, in defending the value of these courses 
despite the short time available, the frequent 
lack of collegiate preparation on the part of 
those who attend, and the smattering instruction
which is gained, has this to say:
“Granted the handicaps under which summer
college work is conducted. The spirit in which 
it is approached goes far to transform the whole 
labor. Of course, if you view education as a 
standardized commodity, to be manufactured by 
so many hours of work a week for so many 
months and years, there cannot be much virtue 
in incomplete and irregular endeavors. But if 
real education is primarily a question of stimu­
lated minds and actual dynamic thinking, the 
teachers and other working men and women 
who fall to in hot months to brush up dusty 
corners of their souls may get further in a few 
weeks than many a college boy in four full 
years.”
This definition of real education as being pri­
marily “a question of stimulated minds and ac­
tual dynamic thinking” applies with peculiar 
force to the many men and women of the coun­
try who are working daytimes and studying at 
night. They have no illusions—most of them— 
about the matter of education; they know that 
the chief value of a course of study is not infor­
mative but ratiocinative. In other words, real 
education speeds up our mental processes and 
makes us think for ourselves; and it is this kind 
of education, whether interpreted within or 
without the college classroom, upon which suc­
cess in all professions—including that of Busi­
ness—is founded.
POWER results from accumulated force. 
Don’t wait to get it in carload lots. Ac­
cumulate it constantly in quantities however 
minute. Atoms of steam seem insignificant 
things—but they carry the freight of a nation. 
Atoms of knowledge may appear inconsequen­
tial—but they may accumulate to the moulding 
of world thought. Store power to-day that you 
may deliver power to-morrow.
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S it possible to find a prin­
ciple or a set of principles 
qualified to serve as a per­
manent basis for a theory of lib­
eral education? If so, what is the 
principle or set of principles?” 
This inquiry was made and an­
swered by Prof. Cassius J. Keyser, 
in an article appearing in the Co­
lumbia University Quarterly, June
issue.
Prof. Keyser asserts that there 
are certain great invariant facts 
that are and always will be suffi­
cient to constitute the basis of a 
theory of liberal education. The 
first great fact mentioned is that 
we have behind us an immense hu­
man past which contains the roots 
of all we are, and of all we have 
of wisdom, of knowledge, of cus­
toms, and the like. Obviously, it is 
necessary for any theory of liberal 
education to provide for discipline 
in human history and in the litera­
ture of antiquity. The second great 
fact is that we are encompassed by 
a physical universe—a world of 
matter and force. Discipline in nat­
ural or physical science is there­
fore essential to the student. Third, 
“Every human being’s fortune de­
pends vitally upon what may be 
called the world of ideas. It is 
plain that discipline in the ways and 
forms of abstract thinking, of deal­
ing with ideas as ideas is essential 
to liberal education.” Prof. Keyser 
declares that only through the study 
of logic and mathematics is cogent 
thinking realized. The next fact 
mentioned is that men are social 
beings—they are made for coop­
eration. A liberal education ought 
therefore to include discipline in the 
fundamentals of political science, 
that men may understand their re­
lations to the abiding facts of life. 
As it is essential to the effective­
ness of the individual and to the 
welfare of society that men and 
women be able to express them­
selves acceptably, discipline in the 
art of rhetoric ought also to be 
provided. In conclusion, Prof. Key­
ser refers to another fundamental 
matter that touches and penetrates 
all the others. It is the discipline 
of beauty. “Beauty is the most vi­
talizing thing in the world. It is 
beauty that makes life worth living 
and makes it possible.”
Work
of
Account­
ant
THERE is a certain fascination about the work of an ac­countant that comes from the 
sense of achievement when a piece 
of work is completed, says A. S. 
Fedde, Certified Public Accountant, 
in an article on “Accounting Prob­
lems.” To those unacquainted with 
or unfitted for the duties of an ac-
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countant, their work is apt to seem 
dull, but to those who have felt the 
thrill of accomplishment no stimu­
lus to endeavor is needed, Mr. 
Fedde assures us. “Each problem 
is different and each has elements 
of interest that keep one’s mind 
from gathering moss and gives zest 
to the accomplishment of work 
which the layman through lack of 
knowledge of the public account­
ants’ functions may think dull.”
A GROUP of interesting state­ments presenting important information regarding the fis­
cal affairs of the City of White 
Plains has been compiled by Charles 
C. Fuchs, C.P.A., Commissioner of 
Finance. Mr. Fuchs is a graduate 
of the Pace Institute of Account­
ancy, class of 1910. The state­
ments form an exhibit of several 
features of interest in connection 
with the new system of accounts 
recently adopted by the City of 
White Plains. For example, the 
Tax Budget for 1916 is shown, a 
statement of expense percentages, a 
graphic chart, and a complete finan­
cial statement of the General Led­
ger Accounts.
IN a comprehensive article on “Interpretation of Water Works Accounts,” first published in the 
Journal of the American Water 
Works Association, and now re­
printed in pamphlet form, by Mark 
Wolff, Esq., C.P.A., of 1328 Broad­
way, New York City, much valu­
able information is contributed on a 
subject that has heretofore received 
little consideration in accounting 
literature. Reference is made by 
Mr. Wolff to the pamphlet on ac­
counts for water works issued by 
the Bureau of the Census. That the 
census account classifications are 
too elaborate for a company of av­
erage size, is the opinion of Mr. 
Wolff, and he suggests certain 
modifications based on the popula­
tions of the different cities.
Illustrative diagrams or graphic 
charts and accounting formulas 
which should prove interesting to 
the engineer and to the accountant 
are included in Mr. Wolff’s article. 
Other matters to which attention 
might be especially directed are the 
treatment of cost of fire protection, 
the form for charging records or 
Consumers’ Register, and the unit 
system of vouchering used to re­
cord expenses. The practice of 
maintaining accounts on the re­
ceipts and disbursements basis in­
stead of accruing income and ex­
penditure, still persists in a number 
of water works, says Mr. Wolff. 
The former method, he points out, 
is particularly dangerous since the 
ascertainment of the revenues and 
expenses applicable to a particular 
period whether paid or not, is vital 
to the determination of proper rates.
"READABLENESS before 
frills in advertising typog­
raphy,” is the subject of an 
address delivered at Philadelphia in 
June, by Benjamin Sherbow. Ad­
vertising print ought to be designed, 
says Mr. Sherbow, (1) to command 
attention, (2) to be easily read, (3) 
to harmonize with the subject mat­
ter of the text. “In advertising 
print, typography must serve the 
advertising idea. It must furnish 
the quickest, clearest, cleanest me­
dium for the expression of ideas 
and the conveying of information. 
It must not seek to dazzle by a 
display of dexterity for its own 
sake. It must avoid all decided ec­
centricities of arrangement that ob­
struct the reader and hinder the 
clear flow of the text, because that 
will injure the chances of the ad­
vertisement to get itself read.”
THE mutual relations of sci­ence, culture, and human duty, was the subject of an oration 
delivered recently in Philadelphia 
by Prof. Henry E. Crampton. In 
methods and in results science and 
culture are fundamentally identical, 
and, in addition, they are both con­
cerned with human duty, declares 
Prof. Crampton.
The scientific method, he says, is 
the process of observing, verifying, 
classifying, and formulating knowl­
edge. The ultimate aims of science 
are to serve mankind by discover­
ing truth, by rendering practical ap­
plications of knowledge, and by re­
vealing the innate beauty of na­
ture’s law and order. Discussing 
culture, Prof. Crampton shows that 
in the humanities as in science, it 
is just as necessary to acquire a 
knowledge of facts, to organize this 
information, and to formulate gen­
eral principles of thought and life. 
But, “Culture that consists in mere 
acquirement is static and sterile, 
and remains so unless its dynamic 
power is utilized for human benefit. 
The spirit of culture and the spirit 
of science are the same; fine and 
strong though they are, they die 
unless they are transmuted into the 
inspiration of thought and life.”
Finally, science and culture are 
both concerned with human duty. 
According to Prof. Crampton, “Hu-
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man duty consists in the recog­
nized obligation to use the products 
of intellectual growth for the di­
rect benefit of the individual, of the 
nation, and of mankind.”
WHAT will be the outcome of the European War as to trade conditions? This in­
teresting question is discussed by 
Mr. George E. Roberts, Former 
Director of the Mint; Assistant to 
the President of the National City 
Bank, New York, in an address de­
livered before the Economic Club 
of Portland, Me.
Mr. Roberts believes that the
United States ought to, and event­
ually will, take a much greater part 
in world trade and finance than it 
has in the past. “It is inconceiv­
able that a people as progressive 
and ambitious as the people of the 
United States and with the re­
sources at their command, shall be 
content to live within themselves. 
But if they aspire to world leader­
ship, there are some conditions with
which they must comply............ We
will get when the war is over in 
foreign trade just about what we 
are entitled to on the basis of the 
service we can render in competi­
tion with others.”
That capital is only one factor in 
production, and that it can do noth­
ing without labor, is a well-known 
fact. Mr. Roberts declares that the 
most important factor in costs is 
volume of production. Not the rate 
of wages per day or week but the 
rate per unit of product, is the key 
to the solution of industrial prob­
lems. “Our problem is to satisfy 
the public that it is interested in 
large scale economical production, 
and to satisfy the wage earners that 
they are interested not in restricting 
production but in increasing produc­
tion. If we can enlist the genuine 
cooperation of the working people; 
if we can convince them that they 
are as much interested in lowering 
the costs of production as their em­
ployers; if we can draw out their 
latent powers, we can take the lead 
in world industry and keep it.”
THE National Education As­sociation held its annual meet­ing in New York during the 
first week of July. About 30 000 
teachers from all over the country 
were in attendance. The program 
comprised addresses by educators 
and public men of wide reputation, 
and departmental meetings devoted 
to substantially all aspects of edu­
cation. A note that was persist­
ently struck in the deliberations 
was the necessity of vocational 
training—of the adjustment of the 
individual to his proper task. Judg-
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ing by observation and the press 
reports, the teachers themselves 
evinced an unusually deep interest 
in improving the quality of the edu­
cational output of the country—an 
attitude that promises well for the 
development of education to meet 
the needs of the age.
C. G. CLARK, Riverside, Califor­
nia, 1916 graduate of the Pace In­
stitute of Accountancy, Extension 
Division, holds a responsible posi­
tion with the Bureau of Plant In­
dustry, U. S. Department of Agri­
culture, having won first place in 
the civil service examination for 
that Department.
JAMES L. RESPESS, C.P.A., Pace 
Institute of Accountancy, Extension 
Division, 1914, formerly connected 
with Alonzo Richardson Company, 
Certified Public Accountants, At­
lanta, Georgia, has recently estab­
lished himself in independent prac­
tice.
HERBERT I. LOWE, Pace Insti­
tute of Accountancy, who has been 
in the employ of the United States 
Treasury Department, has taken up 
the practice of public accounting 
with the firm of Riddel Ebbels & 
Company.
CHARLES M. BROWNELL, Ex­
ecutive Secretary of the Buffalo 
Central Branch, Young Men’s Chris­
tian Association, and E. W. LES­
LIE, Membership Secretary of the 
same Association, are both in Texas 
with the New York troops at Mc­
Allen. Both Mr. Brownell and Mr. 
Leslie have served in the 74th Reg­
iment as sergeants. They will there­
fore take kindly to the Y.M C.A. 
work that is to be conducted on be­
half of the troops.
W. GRANT HOAGE, of Butte, 
Montana, a former student in the 
Pace Institute of Accountancy, Ex­
tension Division, visited the Pace 
headquarters in New York recently. 
Mr. Hoage has a flourishing ac­
countancy practice in Butte, and his 
untiring efforts toward the advance­
ment of the profession in his com­
munity are worthy of the highest 
praise.
Printing of Every 
Description
WITHOUT the use of printing we would be at a loss how to conduct our various business enterprises, 
for publicity has become a necessity. It 
makes a great difference, however, as to the 
character and quality of the printing you 
send out. Have it produced where it will 
be done right, with both character and 
snap. If you contemplate getting out a 
/
Booklet, Catalogue, Brochure, 
Monograph, Magazine, History,
COMMUNICATE WITH
The Brandow Printing Co.
883 Broadway Albany, N. Y.
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CONCRETE illustration of the 
exact procedure of segregating 
the accounting information per­
taining directly to factory op­
erations from the general finan­
cial records of the small factory, 
we feel sure will be appreciated 
by a majority of the readers of
The Pace Student. The following problem from 
the Pace Final Examinations, with its solution, 
should serve this purpose, as it demonstrates the 
principles involved and is free from unusual con­
ditions and technicalities. We omit the Journal 
entries. If the reader will build up these entries 
as he proceeds, and check the results with the 
Ledger accounts given, he will gain a more 
thorough understanding of each step and fix the 
principles more firmly in mind than he would 
by simply reading the printed entries.
A manufacturing company finds that its ac­
counting procedures, which provide for record­
ing factory transactions in the general books, are 
unsatisfactory because of the volume of work 
and the lack of familiarity of the employees of 
the general office, primarily a selling office, with 
factory conditions.
The following Trial Balance of the General 
Ledger as at May 31, 1914, is prepared as a 
basis for opening new records as of June 1, 1914.
Cash .......................................... .
Bills Receivable ......................
$ 4,260.15
5,834.22
Accounts Receivable .............. 52,487.36
Factory Machinery ................ 40,876.25
Inventory Finished Goods... 19,560.24
Inventory Partly Completed
Goods ...................................... 24,390.62
Inventory Factory Materials. 14,876.23
Vouchers Payable .................. $15,230.20
Bills Payable .......................... 13,250.00
Office Buildings ...................... 10,000.00
Factory Building .................... 52,876.28
Unused Tools .......................... 5,230.82
Capital Stock .......................... 175,000.00
Surplus ...................................... 27,311.97
Factory Petty Cash Fund.. 400.00
$230,792.17 $230,792.17
At the end of June, 1914, the following trans­
actions are found to have occurred during the 
month:
CHARGES DISTRIBUTED IN VOUCHER 
REGISTER
General Office Salaries............ $ 980.32
Officers’ Salaries ...................... 1,500.00
Salesmen’s Traveling Ex­
penses ...................................... 302.90
Factory Labor (Per Pay
Rolls) ...................................... 16,250.32
Salesmen’s Salaries ............. 560.00
Commissions .............................. 200.00
Raw Materials for Factory.. 28,350.67
Miscellaneous Factory Ex­
penses ....................................... 3,873.29
General Office Expenses.......... 382.56
Machinery Repairs ............. 380.96
FACTORY ITEMS
Direct Labor ............................ $13,250.87
Balance of Factory Labor In­
direct ........................................ 2,999.45
Unclaimed Wages,
June 30, 1914 .......................... 382.94
Total Requisitions on Store­
keeper ...................................... 25,830.73
Materials Issued Directly for
Orders ...................................... 19,830.46
Total Cost of Orders Com­
pleted and Shipped.............. 28,560.93
Show: (1) What Records should be opened in ad­
dition to those in use at May 31, 1914. (2) Jour­
nal Entry for General Books to transfer Factory 
accounts to proper records under new system as 
of June 1, 1914. (3) Show Ledger accounts re­
cording factory transactions and state where they 
would be found at June 30, 1914. (4) Trial Bal­
ance of Factory accounts at June 30, 1914.
In addition to the books in use at May 31, 
1914, there should be kept:
(a) FACTORY LEDGER: To be maintained at 
the factory. This book would control all trans­
actions involving factory operations, and would 
be articulated with the General Office books 
through the medium of a controlling account.
(b) WORK-IN-PROCESS LEDGER: To be main­
tained at the factory, to record costs of work 
done. This record to be subsidiary to, and ar­
ticulated with, the Factory Ledger.
(c) STORES LEDGER: To be maintained at the 
factory. It would contain accounts recording de­
tails of raw and finished material received, issued, 
and on hand. It would be subsidiary to, and ar­
ticulated with, the Factory Ledger.
FACTORY LEDGER CON­
TROLLING ACCOUNT 
TO SUNDRIES .............. $64,057.91
INVENTORY FIN­
ISHED GOODS..........  $19,560.24
INVENTORY PARTLY 
COMPLETED GOODS 24,390.62
INVENTORY FAC­
TORY MATERIALS 14,876.23
UNUSED TOOLS.......... 5,230.82
To transfer to Factory Led­
ger the balances of ac­
counts shown above, here­
tofore carried on the Gen­
eral Books. Detail of fac­
tory transactions will 
hereafter be recorded in a 
Factory Ledger.
The following accounts would appear in the 
Factory Ledger as at June 30, 1914:
Solution
Journal
Entry
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General Ledger Controlling Account
1914
June 30 To Finished Goods ...................... $28,560.93
“ 30 “ Balance ...................................... 84,352.22
1914
June 1 By Sundries .....................................  $64,057.91
“ 30 “ Pay Roll Cash ....................... 16,250.32
“ 30 “ Stores Ledger Control. Acct. 28,350.67
“ 30 “ Miscell. Factory Expense... 4,254.25
Factory
Cost
Accounts
(Continued)
$112,913.15 $112,913.15
1914
June 30 By Balance
Ledger
Accounts....................................... $84,352.22
Finished Goods
1914 1914
June 1 To Genl. Ledger Control. Acct. $19,560.24 June 30 By Genl. Ledger Control. Acct. $28,560.93" 30 " Work-in-Process Control. “ 30 “ Balance .......................... ........ 19,560.24
Account ...................................... $28,560.93
$48,121.17 $48,121.17
1914
June 30 To Balance .................................... $19,560.24
Work-in-Process Ledger Controlling Account
1914 1914
June 1 To Genl. Ledger Control. Acct. $24,390.62 June 30 By Finished Goods .......... .......... $28,560.93" 30 Accrued Pay Roll .................. 13,250.87 “ 30 “ Balance ........................ .......... 42,164.99
30 Stores Ledger Control. Acct. 19,830.46" 30 " Miscell. Factory Expense... 13,253.97
$70,725.92 $70,725.92
1914
June 30 To Balance .................................... $42,164.99
Stores Ledger Controlling Account
1914 1914
June 1 To Genl. Ledger Control. Acct. $14,876.23 June 30 By Work-in-Process Ledger
“ 1 " “ “ “ “ 5,230.82 Control. Acct.......................... .. $19,830.46
“ 30 “ “ “ “ 28,350.67 “ 30 " Misc. Factory Expense.... 6,000.27
“ 30 " Balance .................................. .. 22,626.99
$48,457.72 $48,457.72
1914
June 30 To Balance ...................................... $22,626.99
Accrued Pay Roll
1914 1914
June 30 To Pay Roll Cash........................ $15,867.38 June 30 By Work-in-Process ................ .. $13,250.87
“ 30 " Balance ...................................... 382.94 “ 30 Misc. Factory Expense ... 2,999.45
$16,250.32 $16,250.32
1914
June 30 By Balance .................................. .. $ 382.94
Pay Roll Cash Account
1914 1914
June 30 To Genl. Ledger Control. Acct. $16,250.32 June 30 By Accrued Pay Roll ............ .. $15,867.38
“ 30 " Balance .................................. 382.94
$16,250.32 $16,250.32
1914
June 30 To Balance .................................... $ 382.94
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Miscellaneous Factory Expenses
1914
June 30 To Accrued Pay Roll.................. $2,999.45
“ 30 “ Genl. Ledger C. A.
Machinery Repairs .................. 380.96
“ 30 “ Genl. Ledger C. A.
Misc. Expenses .......................... 3,873.29
1914
June 30 By Work-in-Process Control.
Account ...................................... $13,253.97
“ 30 “ Stores Ledger Control. Acct. 6,000.27
$13,253.97 $13,253.97
TRIAL BALANCE AS AT JUNE 30, 1914
General Ledger Controlling 
Account ................................ $84,352.22
Finished Goods .................... $19,560.24
Work - in - Process Ledger 
Controlling Account ........ 42,164.99
Stores Ledger Controlling 
Account ................................ 22,626.99
Accrued Payroll .................... 382.94
Pay Roll Cash Account........  382.94
$84,735.16 $84,735.16
THE first question to be considered is: What additional records should be maintained? From the facts stated it would apparently 
be necessary to have a rather complete set of 
books at the factory, and while no doubt there 
might be other auxiliary records kept at the 
factory, those outlined would be essential for 
proper accounting control under the conditions 
stated.
The second point to be considered is: What 
accounts would be handled in the Factory Led­
ger that had previously been kept in the gen­
eral books? This question is covered by the 
Journal entry which transfers various current 
asset accounts from the general books to the 
Factory Ledger. On the Factory Ledger the re­
verse of this entry is made, i. e., the various as­
set accounts are charged and General Ledger 
Controlling Account is credited.
While it is difficult to say just what accounts 
would be needed in the Factory Ledger, the main 
accounts are shown in the solution. No doubt, 
in practice, the factory would have various de­
partments, which would necessitate additional 
accounts for taking care of departmental over­
head charges.
After the accounts in the Factory Ledger have 
been opened, the next step in the solution of the 
proposition is to determine what charges ap­
pearing on the general books for the month of 
June, 1914, should be taken up on the Factory 
records. The rule to be applied here is that 
only those items which enter into the cost of
manufacture should be transferred to the fac­
tory books. While Journal entries are not given 
in the solution, the procedure for handling these 
items should be clear from the Factory Ledger 
accounts shown.
The Factory Items shown in the proposition 
furnish details to be used as a basis for the so­
lution, the main thing to be kept in mind being 
that the financial transactions originate on the 
general books. Payment of bills, pay rolls, etc., 
are shown on these records.
After the direct charges enumerated in the 
proposition have been charged to Work-in-Pro- 
cess Ledger Controlling Account, which controls 
detailed cost sheets in the Work-in-Process Led­
ger, the other items of costs would necessarily 
be overhead, and in the absence of specific in­
formation as to departments operated at the fac­
tory, or basis for overhead distribution, these 
overhead items are collected in Miscellaneous 
Factory Expenses Account to be transferred in 
one amount by a charge to Work-in-Process 
Controlling Account at the month-end. For in­
stance, Total Requisitions on Storekeeper, in ad­
dition to materials issued directly for orders, 
includes material issued amounting to $6,000.27, 
which is chargeable to Miscellaneous Factory 
Expenses.
One item which deserves mention is the meth­
od of handling Unclaimed Wages. This may be 
done in various ways, but usually it is desirable 
to keep the cash for unclaimed wages at the 
factory, that being the place at which the men 
will call. By setting up Accrued Pay Roll Ac­
count, the entire labor cost is charged to the 
work at the time the liability is incurred, thus 
including in the records the complete cost for 
this item, even though the cash paid out may 
not agree with the amount of the pay roll. It 
will be seen that the credit balance in the Ac­
crued Pay Roll Account exactly equals the debit 
balance in the Pay Roll Cash Account.
You never get poor by taking profits, no matter 
how small.
The discouraged man is already half defeated.
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should like to ask you some ques­
tions.
In your opinion, is an accountant 
“born” or made in school?
Can a man who likes the work and is intel­
ligent and ambitious become an able accountant?
How can one know whether he is fit for it 
and has a chance of making a success in that 
line?
Must he be an expert mathematician, extra­
ordinarily “brainy,” and a natural systematizer?
To become a successful accountant, one should 
have a certain natural aptitude for precise work 
in figures and a fair amount of reasoning power 
and constructive ability. All these qualities may 
be developed to a considerable extent by con­
sistent study. Once in a while we find a young 
man of the selling type who does not seem to 
work well into the study of Accountancy, but it 
is rarely indeed that a young man of this type 
ever seriously considers Accountancy as a life 
work.
It is not necessary for an accountant to be an 
expert mathematician, although he should have 
a capacity and a liking for precise statement of 
facts in figures. The study of the advanced 
parts of mathematics is useful as a mental dis­
cipline, but the specific expedients are not 
used to any great extent by the majority of 
practising accountants. The profession of Ac­
countancy is certainly not restricted to men who 
possess extraordinary brains and a natural ca­
pacity for systematizing. Brain power is de­
veloped to a very large extent by consistent 
study and mental work, and the study of Ac­
countancy is a great aid to this end.
In addition to the public practice of Account­
ancy, there is also a private practice which is 
very important to the young man who is con­
sidering a life vocation. Business organizations 
require the services of accountants to fill auditor- 
ships, treasurerships, secretaryships, and other 
executive positions, and these positions require 
practically the same qualifications as are needed 
for success in public practice. Inasmuch as the 
private field is unlimited, the accountant has a 
choice much greater than that afforded the phy­
sician or the lawyer. Many leading account­
ants, even though possessors of the C.P.A. de­
gree, have been attracted to private practice.
I was interested in the problem on Branch 
Accounts which appeared in the June issue of 
The Pace Student and I worked the problem 
through. There are a few questions I would 
like to ask concerning the problem and would 
be glad to have your answer.
(a) In the Profit & Loss state­
ment you show cash discount on 
sales as an independent expense 
item. Why not show it as a de­
duction from gross sales? What is the custo­
mary way of handling this item and what in 
your opinion is the best way?
(b) Your account in the trial balance of Pur­
chases seems indefinite to me. Purchases of 
what? My first impression was that the term 
referred to accounts payable, and then I thought 
it meant expense items purchased. Is this term, 
used in this way, usually given your construc­
tion?
(a) Cash discount is not shown as a deduction 
from sales, because it is an expense that in no 
way reflects upon the sales or upon the selling 
department. It is an inducement to customers 
to settle their bills in advance of the due date 
and thus increase the available funds of an in­
dividual or an organization. Further, the trad­
ing division of a Profit & Loss statement should 
contain only the items that fluctuate with the 
volume of the business; an inclusion of other 
items tends to obscure the purpose of the di­
vision which is to show the gross result of trad­
ing. We are not unaware of the fact that cash 
discount is often deducted as you indicate; the 
best usage, however, is as shown above.
(b) The term Purchases is used in modern 
accounting to describe the account classification 
covering goods or merchandise bought by a 
trading concern for the purpose of sale. For­
merly all transactions connected with the pur­
chase and sale of merchandise as well as the in­
ventory of goods on hand, were included in the 
old-fashioned Merchandise Account. It is now, 
as a general rule, considered better practice to 
keep separate accounts for each class of these 
transactions; for example, an account for Pur­
chases, an account for Sales, an account for In­
ventory, and, if the volume of transactions war­
rants, additional accounts for Returned Pur­
chases and Returned Sales. The value of these 
individual accounts for statistical purposes needs 
little or no explanation. At the end of the ac­
counting period, all the various elements con­
nected with merchandise bought, sold, or in 
stock, are gathered into one account, the Trad­
ing Account, which discloses the gross result of 
trading for the period, either profit or loss.
Things jarred loose by knocking usually fall upon 
the knocker.
All things come to him who waits--if there are any 
left after those who hustled have taken their choice.
A
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HE correct use of pronouns 
gives us a good deal of bother 
and uncertainty in writing and 
in speaking English. This uncer­
tainty is probably due in some 
measure to the fact that many pro­
nouns in English, unlike nouns, have 
different forms for the nominative 
and the objective cases. Whatever 
the reason for the difficulty, the 
fact remains that most of us need 
instruction in when to say I, she, 
he, we, they, and who, and in when 
to say me, her, him, us, them, and
whom.
I intend, therefore, in this article 
and in later articles to take up and 
settle in a practical way some of 
the most perplexing aspects of the 
use of pronouns. At this writing I 
shall concern myself entirely with 
a brief, birdseye view of pronouns 
in general and with a detailed treat­
ment of personal pronouns in par­
ticular.
A pronoun is a word used in­
stead of a noun. A pronoun, there­
fore, is a meaningless word except 
in so far as it refers to a noun, ex­
pressed or understood. This noun 
is called the antecedent of the pro­
noun. A pronoun must agree with 
its antecedent in gender (mascu­
line, feminine or neuter), number 
(singular or plural), and person 
(first, second or third), but not nec­
essarily in case (nominative, pos­
sessive, or objective). There are 
four classes of pronouns—personal, 
interrogative, relative, and adject­
ive.
Personal pronouns are of two 
classes—simple and compound. The 
simple pronouns are I, my, mine, 
me, we, our, ours, us; you, your, 
yours, thou, thy, thine, thee, ye; 
he, his, him, she, her, hers, it, its, 
they, their, theirs, them.
Compound personal pronouns are 
formed by adding self or selves to 
some of the simple personal pro­
nouns. The compound personal 
pronouns are myself, yourself, thy­
self, herself, himself, itself, our­
selves, yourselves, themselves. There 
is no such compound personal pro­
noun as theirselves in good use.
The simple personal pronouns 
from I to us inclusive are said to 
be in the first person, because they 
stand for the person, the persons, 
the thing, or the things thought of 
as speaking. The pronouns from 
you to ye inclusive are said to be 
in the second person, because they 
stand for the person, the persons, 
the thing, or the things thought of 
as being spoken to. The pronouns 
from he to them inclusive are said 
to be in the third person, because 
they stand for the person, the per-
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sons, the thing or the things thought 
of as spoken about.
You will note that the forms of 
the first and the second persons 
throughout, and of the plural of the 
third person, represent all genders, 
but that there are three separate 
sets of forms in the singular of the 
third person to represent the three 
genders. There are a few special 
rules with reference to the gender 
of pronouns which you should bear 
in mind. Inanimate things, al­
though ordinarily regarded as neu­
ter and referred to, therefore, by 
it or its in the singular, may be 
personified—thought of as possess­
ing masculine or feminine qualities 
—and referred to by his or her in 
the singular. The same point ap­
plies to birds and animals. You 
should use he and she to refer to 
all lower animals when accuracy in 
the designation of sex is important; 
otherwise you may use he to refer 
to large animals and she to refer to 
small animals. It is also permis­
sible to use it to refer to an infant.
Pronouns have three cases—the 
nominative, the possessive, and the 
objective. The possessive pronouns 
my, thy, her, our, your, and their 
are proper when they are followed 
immediately by nouns. The pos­
sessive forms mine, thine, hers, ours, 
yours, and theirs are proper when 
they are used alone. The apostro­
phe (’) should never be used with 
the possessive forms of personal 
pronouns.
A pronoun is in the nominative 
case when it is the subject of a 
verb; an attribute complement; the 
complement of any one of the in­
finitives to be, to have been, to be­
come, to have become, when the 
subject of the infinitive is not ex­
pressed; an appositive of a noun 
or a pronoun in the nominative 
case.
By attribute complement is meant 
a completing word used after the 
verb, referring to the subject. It is 
well to remember that such expres­
sions as, it is, it was, it may be, it 
might be, it can be, it could be, 
it might have been, it could have 
been, it has been, it had been, it 
will be, it will have been, it must 
be, it must have been, it should be, 
it should have been, it shall be, it 
shall have been, it becomes, and it 
will become should be completed 
with an attribute complement—the 
nominative case, that is, of a pro­
noun when a pronoun is used.
A pronoun is in the objective 
case when it is the object of a 
transitive verb; the object of a 
preposition; the indirect object of a 
verb; the subject of an infinitive; 
the complement of any one of the 
infinitives to be, to have been, to 
become, to have become, when the 
subject of the infinitive is expressed; 
an appositive of a noun or a pro­
noun in the objective case.
Remember that except, like, near, 
next, and but in the sense of ex­
cept, and between are prepositions 
—words that show relation between 
nouns and pronouns, and the rest 
of the sentence. The above words, 
therefore, should be followed by 
the objective case. Remember, too, 
that, while an infinitive is a form of 
the verb preceded by the word to, 
such verbs as do, see, watch, dare, 
and let are often followed by an 
infinitive with the word to omit­
ted but understood. In such 
cases, it is of course evident that 
the pronoun, if any is used in con­
nection with the infinitive, should 
be in the objective case.
It is well to associate the nomi­
native forms I, we, he, she, and 
they, and the objective forms me, 
us, him, her and them, for what is 
true of the case of one nominative 
form is also true of all other nomi­
native forms, and similarly with 
reference to the objective forms.
Examine the following sentences 
which illustrate the correct case- 
forms of simple personal pronouns:
It was he who wrote the letter 
to my brother.
The accountant can install a bet­
ter system than I.
I should never have imagined you 
to be them.
We were thought by many per­
sons to be they.
I cannot and will not believe it 
to have been him.
It may have been they who said 
it was she.
All the members agreed to the 
plan except us and them.
Between you and me we dare not 
let them build the plant.
The treasurer has requested him 
and her to go into his office.
Do not command us and them to 
take the responsibility.
Will he let my friend and me go 
to the ball game?
Everybody was interested in the 
project but them and me.
Do not buy stock in a concern 
managed by him and them.
Ask whether the invitation were 
intended for us as well as them.
Accuracy in using the correct 
case-relations of personal pronouns, 
for that is where the shoe pinches 
the most, involves two things—first
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Accountants, New York City. Prior 
to his leaving Belgium, Mr. Mapes 
was specially requested by the Di­
rector for The Commission for Re­
lief in Belgium to remain for a 
short time in the war zone on be­
half of the Commission.
C. B. COUCHMAN, C.P.A., of 
Crockett, Couchman & Company, 
and formerly Accounting Instructor 
at the Kansas City School of Ac­
countancy, Law and Finance, has ac­
cepted a position on the administra­
tive staff of Pace & Pace. Mr. Couch­
man will also be on the teaching 
staff of the four Pace & Pace Met­
ropolitan Schools beginning with 
the Fall reopening.
A. M. PALLOKAT, Pace Institute 
of Accountancy, has been promoted 
from a clerkship to the position of 
head-bookkeeper for the well-known 
New York brokerage firm of Jones 
& Baker.
H. R. ELLIOT, Los Angeles In­
stitute of Accountancy, is success­
fully filling the duties of auditor 
for the Guy M. Rush Company, a 
continental organization specializing 
in the subdivision of real estate 
properties.
L. H. DeBAUN, A.B., of the Pace & 
Pace administrative staff, has been 
called to the service of his coun­
try. Before the recent crisis with 
Mexico Mr. DeBaun was First Ser­
geant of Company B, First Battal­
ion, Signal Corps, National Guard, 
New York. At the time of Presi­
dent Wilson’s call for the various 
militia organizations, Mr. DeBaun, 
together with his fellows, was sworn 
into the regular service of the 
United States, and promoted to the 
position of First Lieutenant. He is 
now on the Mexican border in act­
ive service.
RALPH NEUMANN, Accountancy 
Institute of Brooklyn, who was for­
merly employed as bookkeeper by 
The Linde Air Products Company, 
is now engaged in a similar capac­
ity for the Concrete Steel Com­
pany.
W. S. CALLAGHAN, Accountancy 
Institute of Brooklyn, has lately 
accepted a position with the L. L. 
Harr Corporation, 170 Broadway, 
New York City.
I. R. WILMOT, Office Manager of 
The Crofut & Knapp Company of 
South Norwalk, Conn., Pace Insti­
tute of Accountancy, Extension Di­
vision, has specialized in construct­
ive accounting. Mr. Wilmot has re­
cently designed an accounting sys­
tem for the City of Norwalk, Conn.
The Purchasing Agent
is the only publication in the field devoted to the interests of industrial buyers. It 
covers all ranks of industry; its subscribers range from corporations of interna­
tional character to small manufacturers who desire to follow the lines of efficiency 
in buying. In an unsolicited letter, the purchasing agent of one of the largest con­
cerns in the country writes of this magazine: “ It is snappy and right up to the 
minute, offering just the class of material that we have been craving for. Success 
is written on every page.” A feature of particular appeal to students of account­
ancy is the Bureau of Information, a department in which are printed and solved 
business problems that are actually encountered in the field of buying and selling.
$2.00 a Year 20 Cents a Copy
PUBLISHED BY
THE PURCHASING AGENT COMPANY
SPRINGFIELD, MASS.
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an understanding of what these 
case-relations are, and, second, per­
sistent practice in using them in 
daily speech and writing. The mat­
ter is not so difficult to settle once 
and for all as it would seem to be 
at first blush, for there are only a 
few case-relations to grasp and ap­
ply and only a few pronouns that 
have different forms for the nomi­
native and the objective cases. Since 
accuracy can be secured without 
much effort, it seems strange that 
so many people should be willing 
to use pronouns in a hit-or-miss 
way. Surely there is satisfaction in 
knowing that the pronouns we do 
use are the ones we should use.
C. A. HARPMAN, Dean of the 
Youngstown Association School of 
Business Administration and Ac­
countancy, has organized the Com­
mercial Audit Company of Youngs­
town, Ohio.
MARTIN KORTJOHN, C. P. A., 
New York Institute of Accountancy, 
1915, has just accepted an assign­
ment as teacher of Accounting on 
the Pace staff.
L. D. MAPES, formerly European 
auditor for R. G. Dun & Co., has 
recently returned to New York 
after spending several months in 
Brussels as auditor in charge for 
Deloitte. Plender. Griffiths & Co..
English
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LAST year’s graduates and the candidates for graduation for the current year from the Los 
Angeles Institute of Accountancy 
met recently to effect a permanent 
organization. The object of the or­
ganization is to bind the friendships 
formed in the class, and to stimu­
late further study and progress in 
the subjects of Accountancy and 
Business Administration. The Los 
Angeles graduates are interested in 
the formation of a national body of 
Pace graduates, and they would be 
pleased to ally themselves with such 
a body as its Los Angeles Chapter. 
This is one of the many organiza­
tions formed by the graduates of 
the affiliated schools, and it seems 
as though the day were not far dis­
tant when such a national body as 
the Los Angeles graduates desire 
may be organized.
J. H. ALLEN, Jr., of the Pace 
Agency for Placements, Inc., is 
evidencing his deep patriotism by 
military service on the Mexican 
border. Before the recent call for 
the militia, he was a member of the 
National Guard.
ARTHUR H. EICHHOLZ, who 
was formerly engaged as private 
secretary to Mr. Cordenio A. Sev­
erance, of Davis, Kellogg & Sever­
ance, has accepted, through the 
Pace Agency for Placements, Inc., 
the post of private secretary to 
President Orth of the firm of Mar- 
den, Orth & Hastings.
J. S. THORNTON, A.B. (Michi­
gan, 1912), and Pace Institute of 
Accountancy, formerly of the Pace 
staff and recently engaged in place­
ment work in Baltimore, has ac­
cepted a position with the Public 
Service Commission of Pennsyl­
vania, with headquarters at Harris­
burg. His new duties are of an 
accounting nature, and they should 
present no unusual difficulties for 
Mr. Thornton.
W. C. KOCH, senior student, Kan­
sas City School of Accountancy, 
Law and Finance, has just been ap­
pointed Manager of the Pacific 
Coast Branch of the Peet Bros. 
Soap Manufacturing Company, one 
of the largest soap manufacturing 
companies in the United States.
CHARLES S. COOK, Ansonia, 
Conn., 1916 graduate of the Exten­
sion Division, Pace Institute of Ac­
countancy, is head bookkeeper of 
the Ansonia Brass & Copper Com­
pany general offices, having come 
up through a wide experience in 
office work with various brass and 
copper companies.
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ELMER O. STEVENS, C.P.A., 
New York Institute of Account­
ancy, 1908, has given up his posi­
tion as senior accountant on the 
staff of Westermann, Trader & 
Company, St. Louis, and his posi­
tion as chief accounting instructor 
at The St. Louis School of Ac­
countancy, and has accepted a po­
sition on the Pace & Pace staff as 
director of their Extension Division 
and instructor on their Metropoli­
tan teaching staff.
H. A. TOWNSEND, A.B., Educa­
tional Director of the Newark Asso­
ciation, left early in July for a 
month’s training trip at Plattsburg. 
After this, Mr. Townsend will visit 
the Adirondacks, returning to New­
ark about September 1st.
WALTER B. GILMORE, C.P.A., 
Accountancy Institute of Brooklyn, 
1912, has just accepted an assign­
ment as teacher of Accounting on 
the Pace staff.
W. E. LUNDY, Pace Institute of 
Accountancy, a teacher of Account­
ing subjects, ten years ago, in the 
Charles Business School, and Book­
keeper for Baker, Carver & Mor­
rell of New York, has recently been 
appointed to the position of Chief 
Salesman for that firm. At the 
outbreak of the European War, Mr. 
Lundy was transferred to London 
to represent his Company at that 
point. He has just returned from 
Europe and is now spending a va­
cation in Michigan.
ALVIN J. STRIEGEL, Buffalo 
School of Accountancy, has taken 
up his residence in New York City, 
and has accepted a post in the em­
ploy of Marden, Orth & Hastings.
STEPHEN P. HANLY, New York 
Institute of Accountancy, formerly 
employed by the Jay Street Ter­
minal, is now engaged by the Gen­
eral Optical Company.
SAMUEL W. JOHN, who has held 
the position of accountant for the 
Panama Railroad, has accepted, 
through the Pace Agency for Place­
ments, Inc., the post of Chief Ac­
countant of the S. K. F. Ball Bear­
ing Company, Hartford, Conn.
Accounting Systems and 
Supplies-Personal Service
YEARS of experience enable us to give your work intelligent and careful attention.—Special thought 
is given to designing forms for your individual 
needs—the service is personal, intimate, helpful
Loose Leaf Binders 
Price Books
Printing
Lithographing
Engraving
Sheet Ruling 
Blank Book Making
We will gladly give ideas on the work you 
are now contemplating, submitting dummies 
and prices when you wish them
EDWARD KIMPTON COMPANY
MANUFACTURERS
60 John Street New York
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A Brief Summary of the 
Pace Program
INTERPRETATION: The Pace Stand­
ardized Courses interpret Business as a 
Science—from the fundamental laws of 
production and distribution to the most 
advanced devices and expedients of mod­
em business practice.
SCOPE: The major subjects of Account­
ing, Law, and Applied Economics, and 
the related subjects of Finance, Organiza­
tion, Management and Transportation. 
Detailed treatment is
given such subjects as 
Constructive Accounting,
Corporation Accounting,
Cost Accounting, Public 
Service Accounting,
Auditing, Partnership 
Accounting, Estate Ac­
counting, Bookkeeping 
Practice from the account­
ing point of view, Prin­
ciples of the Law, Law of 
Contracts, Law of Agency,
Law of Partnership, Law 
of Corporations, Law of 
Decedents’ Estates, Law 
of Insurance, Law of 
Bankruptcy, Law of 
Liens, Law of Negotiable
Instruments, The National Bank Act, 
Receivers, Syndicates, Pools, Promotion, 
Depreciation, Maintenance of Capital.
Pace
Standardized
Courses
Accountancy and 
Business 
Administration
CORRELATION: The essential princi­
ples classified and ready to be mastered; 
the dependent principles and illustrations 
correlated and coordinated with major 
principles. The courses of study are 
thus completely unified and developed 
step by step.
STANDARDIZATION: Standardized 
Synthetic Texts and Teaching Procedures 
prepared with the needs and conditions 
of the employed man and woman in mind. 
Each instructor teaches his specialty and 
yet maintains proper coordination through­
out the course. Hence it is possible for a 
student, whenever circumstances make it 
necessary, to transfer from one school to 
another without retarding his progress.
PRESENTATION:
Instruction in both Resi­
dent Schools and Exten­
sion Courses by Practicing 
Accountants and Law­
yers, who bring to their 
teaching the view-point 
of the practical demands 
of Business. The classes 
are small, and stress is 
laid upon individual in­
struction.
RESULTS: The three 
major results of the Pace 
plan of teaching are in­
creased and organized 
technical knowledge,
broadened perspective, and developed 
reasoning power—qualities that mark all 
the successful business men of to-day.
AVAILABILITY: Taught this year in 
54 prominent schools and colleges 
throughout the country to approximately 
6,000 students. Available also to Busi­
ness Organizations for installation and to 
the individual student by Extension 
through the mails to any address.
 
For Complete Details and Catalogues apply to
Pace & Pace, Hudson Terminal, 30 Church St., New York
175
Tom
Joins
the
Gym
"I DON’T KNOW what’s the 
matter with me this fall. I 
feel on the bum all the time
—don’t care much whether school 
keeps or not,” confided Tom, as 
he and Walter strolled through the 
park during the noon hour.
“You do look a little yellow 
around the gills,” commented Wal­
ter, taking a quick glance of ap­
praisement at his friend. “You 
ought to be in good trim, though; 
you’ve just got back from your va­
cation. What did you do?”
“Nothing much,” answered Tom. 
“I didn’t sport around, if that’s 
what you mean. I stayed in the 
city, went to ball games and the 
movies, and slept as late as I want­
ed to in the morning. Gee, it was 
good to take a crack at that old 
alarm clock.”
“I know what ails you, then,” 
said Walter with the air of an ex­
pert diagnostician. “You’re soft. 
Your liver is probably out of 
whack. You haven’t taken enough 
physical exercise. I don’t believe 
you’ve taken any for a year, have 
you?”
“No, don’t suppose I have,” re­
luctantly admitted Tom, “now that 
you speak of it. I know I feel 
sluggish in the morning and blue 
and grouchy a lot of the time. I 
wonder if you’ve put your finger on 
the trouble.”
“Sure I have,” replied Walter 
with positiveness. “About two years 
ago I was in the same shape you’re 
in now. I was tired all the time,
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and I didn’t seem to have any am­
bition. I had sense enough, though, 
to straighten myself out.”
“You did?” queried Tom, thor­
oughly interested. “What did you 
do? You’re always in the pink of 
condition, and the fellows know it. 
They don’t care anything about 
mixing it up with you.”
“I made up my mind I’d take 
systematic physical exercise and eat 
and sleep systematically. So I 
joined the Association gym. I've 
been taking regular exercise and 
swims there three times a week for 
two years. Besides every morning 
I walk at least forty blocks on my 
way to the office. You know the 
kind of lunches I take—a bowl of 
half-and-half and some figs or 
prunes. I eat my dinner at the 
same hour every night and eat 
slowly. What’s the result? I feel 
fine all the time. There’s no job 
too heavy for me to tackle. I tell 
you there’s a lot in this physical 
exercise business, Tom.”
“There sure is if you’re a sam­
ple of what it does for a fellow,” 
replied Tom, recovering somewhat 
from his dejection of spirit. “I 
think I’ll join the gym myself. 
When’s the time to join?”
“Any time,” answered Walter, 
“but the best time is always the 
present. To-night is one of my
regular nights at the gym. Suppose 
you come over, and let me initiate 
you into the swimming pool and 
the arm stretchers. It’s no use for 
you to go in for physical exercise, 
though, unless you’ll keep it up. 
Will you?”
“Yes, by George, I will,” replied
Tom with decision. Be on the 
lookout for me to-night. I’ll be 
there.”
Let us hope that Tom will carry 
out his purpose. There is no doubt 
about the close connection between 
physical fitness and mental effect­
iveness. Most persons believe in 
the value of systematic physical ex­
ercise, but galvanizing their belief 
into actual conduct—there’s where 
the rub comes. It takes time, it 
takes stick-to-itiveness to keep the 
body in fighting trim, but it is am­
ply worth while, as Walter knows, 
and as you and I know.
NOT all the able organizers and workers among men are in the commercial world. They are 
found in many activities—men with 
ability sufficient to lift them high in 
business life, but choosing instead to 
use it for the general uplift of oth­
ers. One such, the Rev. Charles P. 
Deems, for many years Assistant 
Superintendent of the Seamen’s 
Church Institute of New York, has 
gone to San Francisco to take up 
new burdens in the organization and 
operation of similar work on the 
Western coast. We wish him God­
speed.
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